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WINNIPEG SITUATION 
BEING ABLY HANDLED 


Insurance Men Contributing Liberally 
of Their Time to Keep Down 
Fire Losses 





METHODS ABORTIVE 


STRIKERS’ 


Proprietors of Large Establishments 
Sleep on Premises; Labor Agita- 
tors Tamper With Apparatus 





(Special to The Eastern Underwriter) 

Winnipeg, June 10.—During the ser- 
ious strike troubles in Winnipeg the 
fire insurance situation has been ably 
handled. All alarm boxes are being 
patrolled and there are very few false 
alarms. All available members of every 
fire insurance office in the city are 
assisting in this work. Very little busi- 
ness outside of renewals is being writ- 
ten. It is notable that only two fires 
which bear marks of incendiarism have 
occurred. These were promptly handled 
and did little damage. Every fire 
insurance oflice is strongly represented 
on the citizens’ committee. There have 
been a few small fires, all of which have 
been taken care of. There have also 
been a few false alarms. Two serious 
fires occurred, both of which were well 
handled. The worst of these was in a 
stable on Main Street next to the Hud- 
son’s Bay Store. This being a large 
frame building the fire spread to a simi- 
lar building in the rear. There was a 
strong wind and the auditorium rink 
also caught fire. This building is frame 
and has a large shingle roof. This was 
on fire in eight places at the same time. 

Pressure Raised Easily 

Through the efforts of the Volunteer 
Brigade the fire was confined to the two 
frame buildings and only partial dam- 
age resulted. The auditorium rink was 
saved. It is considered that the Bri- 
gade could not have handled this out- 
break better. The fire was so hot that 
the bricks in the wall of the Hudson’s 
Bay Store were all scaled off. The 
pressure at the hydrants was 45 
pounds during this fire but the pumps 
easily raised it to 140 pounds. The high 
pressure system was not used for the 
reason that should a main break there 
was no skilled labor available to repair 
it and the pressure from the hydrants 
was entirely too low. 

The fire department has a plentiful 
supply of gasoline for its apparatus and 
the strikers tried to obtain control of 
this. The military immediately took 

(Continued on page 28) 
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Organized 1853 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Cash Capital $6,000,000 





Underwriting Capacity Second to None 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 


























The Pennsylvania Fire Insurance Co. 


Independence Square PHILADELPHIA 
BRANCH OFFICE, 76 William St., N. Y. CITY 
C. F. SHALLCROSS, President 





Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 
associated with its birthplace. 


























/SPRINGFIELD 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
I transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. e 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 





























EXECUTIVES REPLY TO 
UNTERMYER ATTACH 


Lawyer and Politician Maliciously 
Placed Companies in Wrong Light 
Before Public 





ECKER’S LETTER GIVES FACTS 
Companies Criticised for Not Investing 
Money Upon Best Terms, But 
Helped Government 





Life insurance executives were quick 
to reply to the uncalledfor and ma- 
licious criticisms made of their invest- 
ment practices by Samuel Untermyer, 
who first wrote a letter to the Mayor's 
Committee Rent Profiteering and 
followed it up by appearing in person. 
Untermyer’s attack on the companies 
was based on the fact that they are 
not investing in real estate mortgages 
on unencumbered real estate as freely 
as he thinks they should. He would 
have them go into realty mortgage in- 
vestments very heavily. 

Savage Personal Attack 

A careful reading of his letter and 
testimony shows that he was much 
more savage in his statements than the 
daily paper reports indicated. He not 
only commented sharply on the charac 
ter of their investments, but made accu- 
sations against heads of the companies 
that might be construed as libelous. 
He declared also that there was too 
close a relationship between the com- 
pany executives and Wall Street, and 
he even accused officials of harbor- 
ing ambition to be regarded as finan- 
cial kings and despots Mr. Unter 
myer, who is a downtown lawyer, and 
was counsel for a congressional com- 
mittee which investigated Wall Street 
practices, has long been regarded in the 
financial district as the prize muck- 
raker of the country, as an unscrupu- 
lous seeker for publicity and as a dema- 
gogue. He is a man of great influence, 
however, in this city, being the real 
boss of Tammany Hall. 


Mr. Ecker’s Letter 


Pages of his letter to the committee 
were devoted to raking over practices 
in vogue before the Armstrong Com- 
mittee met. He does not give the com- 
panies credit for any of the pub‘ie and 
patriotic spirit which they have dis 
played, particularly in regard to govern 
ment loan subscriptions. 

Among the executives who have an- 
swered Untermyer are Vice-President 
Frederick H. Ecker, of the Metropoll- 
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tan; President Kingsley, of the New 
York Life, and President Peabody of 
the Mutual Life. President Day, of the 
Equitable Life Assurance Society, also 
made comments on the building and 
mortgage situation. 

Mr. Ecker wrote a letter to Unter- 
myer the text of which reads: 

“Dear Mr. Untermyer: The report in 
today’s newspapers of your letter ad- 
dressed to the Chairman of the Mayor’s 
Committee on Rent Profiteering does 
scant justice to the life insurance com- 
panies’ loyal and patriotic response 
through the application of their invest- 
ment funds to meet the needs of the 
Government in winning the war. You 
are quoted as declaring that the atti- 
tude of the great life insurance com- 
panies, savings banks and other invest- 
ment corporations, in abandoning their 
former practice of making loans on im- 
proved real estate, was the most im- 
portant obstacle to the solution of the 
housing problem. 

“The fact seems to be lost sight of 
altogether that the slowing down in 
building operations in this city and 
throughout the country generally from 
the beginning of the European War 
naturally led to the lessening of the 
normal investments made by insurance 
companies on bond and mortgage; that 
is. the opportunities for investment 
were diminished by reason of the dis- 
continuance of building operations. 
This condition grew acute at a period 
just prior to the United States entering 
the war and immediately thereafter be- 
cause of the Government control of all 
supplies and materials requisite for 
building operations. In fact, by Gov- 
ernment mandate, building of every 
kind ceased—construction for muni- 
cipal purposes, school houses and every 
description of public building, except 
those required for war purposes. Ma- 
terials for private use were not obtain- 
able. 

Government Loan Pressure 

“While this is a well-known fact, it is 
also equally well-known that from the 
time of the entry of the United States 
into the war Government pressure was 
brought upon corporations to put all 
available resources into Government 
bond issues. Since April 1, 1917, the 
Metropolitan Life Insurance Company 
subscribed to United States Govern- 
ment Loans and loans issued by the 
Dominion of Canada for the purpose of 
prosecuting the war, $140,000,000. These 
subscriptions were not materially cut 
down except our last subscription of 
$30,000,000 to the Victory Liberty Loan, 
which was cut in half. 

“Not only did the life insurance com- 
panies devote their available invest- 
ment funds to the purchase of Govern- 
ment securities, but most of them 
pledged their credit to enlarge their 
subscriptions. The Metropolitan Life 
Insurance Company found it necessary 
to borrow $33,500,000 to enable it to 
make its subscription of $60,000,000 to 
the Fourth Liberty Loan, and has still 
outstanding $22,500,000 on account of 
such obligation which should be paid 
before considering other investment. 

“If it be true the practice of loaning 
on real estate was abandoned, it was 
for the purpose of responding to a 
greater necessity. 

“In order that the Government might 
immediately have the benefit of accumu- 
lating funds of this Company for war 
purposes, purchases of United States 
Treasury Certificates of Indebtedness 
were made as issued to the amount of 
$32,000,000, which were in due course 
applied to payments of bonds subse- 
quently issued. 


A Strange Criticism 

“It is a strange criticism to make of 
the management of insurance com- 
panies that it refrained from invest- 
ing money upon most favorable terms 
during a time when the demand was 
such that high rates were readily ob- 
tainable and all available rcunds, en- 
larged through pledging th. eredit of 
the corporations, were laced at low 
rates of interest at the Government's 
service. 
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“Notwithstanding our still having out- 
standing obligations incurred to pur- 
chase Government bonds to the amount 
of $22,500,000, this Company has been 
making a serious effort to find a way 
of assisting the housing situation. As 
a practical matter we have agreed to 


make some loans on properties de- 
signed to relieve the existing situa- 
tion 


“It is plain to see from the record 
why the Metropolitan Life Insurance 
Company’s investment in bonds has 
grown out of proportion to its invest- 
ment secured by mortgage on real 
estate. 

Stock Investments 

“As to your comment on the invest- 
ment in stocks, it may be of passing in- 
terest to note that with the exception of 
those acquired in lieu of bond invest- 
ments, this Company’s holdings in 
stocks are of a total par value of about 
$3,000,000 out of total assets of well 
over $800,000,000. 

“As to the heusing conditions in New 


York City years ago, say five years ago, 
the loans on bond and mortgage in the 
Greater City by the Metropolitan Life 
Insurance Company amounted to about 
$200,000,000. The Company then saw 
the necessity of responding to the de- 
mand of other parts of the country in 
which we do business and from which 
we receive a large premium income. 
We have loaned about $13,000,000 on 
farm loans in the west and south. We 
have invested to the extent of our re- 
serve in a great many states of the 
Union. Our investments in Canada are 
necessarily in securities of Canada ow- 
ing to the laws and regulations of the 
Dominion. The Company has conscien- 
tiously striven to meet the necessities 
of all the communities in which it does 
business and we have never been un- 
mindful of the fact that a great por- 
tion of our business is in New York 
and we think it has been recognized by 
the real estate interests that we have 
done our full duty. 
“F. H. BECKER.” 





| The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of The State of New York 





Assets 


New Insurance Paid For in 1918............ 
Total Insurance in force, January 1, 1919.... 


Surplus assigned and unassigned............ 


New issues in 1919 being paid for at the rate of 
over $33,000,000.00 annually. 


$24,657,927.00 
179,410,731.00 
. 56,111,806.00 
4,999,205.00 











For information concerning a direct agency connection, address 


T. LOUIS HANSEN 


Vice-President and Agency Manager, 


50 Union Square, New York City 














Kingsley’s Statement 
Raps Untermyer Hard 


WALL STREET CHARGE “CHEAP” 





President Kingsley Says Companies 
Had Nothing—Responsibility for 
Grave Housing Situation 





President Kingsley, of the New York 
Life, gave a statement to the news- 
papers this week calling Untermyer’s 
charges of insurance domination of 
Wall Street as cheap and making other 
caustic references to the kind of a 
financial magician that the lawyer 
thinks he is. He said in part: 

“Mr. Samuel Untermyer assails the 
insurance companies of this State and 
charges that the housing problem here 
and presumably elsewhere throughout 
the country is the result of ‘conspira- 
cies’ between them and between other 
companies, those which produce build- 
ing material, etc. 
companies with evading the law, (a 
charge which he cannot sustain), and 
demands an act of Legislature under 
which the companies shall be forced to 
dump on the market what he calls their 
‘Wall Street’ securities, and then put 
one-half of all their available funds in 
mortgages on New York City real es- 
tate. 

“How simple! Of course all the forty- 
seven other States can act similarly, but 
a thing like that doesn’t disturb Sain- 
uel. Most of the other States think the 
New York companies now have a dis- 
proportionately large part of their as- 
sets in New York City mortgages. 

“Then how easy to sell several hun- 
dred millions of legally held securities! 
What a steadying force that would be 
in the critical days of readjustment! 

“The next wave of the wand of this 
financial magician very likely may re- 
quire the sale of all farm morigages 
now held and the investment of 50 per 
cent. of all money thus made available 
in the corporate stock of the City of 
New York. Why not? New York needs 
money and the investment would be 
good. 

What Intelligent Men Know 

“Every intelligent man, (except Mr. 
Untermyer), knows why the housing 
problem is so grave all over the world. 
The insurance companies of New York 
had no more to do with bringing that 
condition about than they had to do 
with the invasion of Belgium in 1914. 

“The life companies have for two 
years and more put all their available 
funds into Government bonds and 
backed this Government and its allies 
by borrowing to such an extent that the 
four great companies of the city, to- 
gether with the two great life com- 
panies in Newark, today owe $75,000,000 
on that account. For substantially the 
first time in the history of any of these 
companies they have ceased to be lend- 
ers and are themselves borrowers. 

“The New York Life Insurance Com- 
pany invested continuously and heavily 
in the war bonds of the United States 
and allied countries. It owns now (or 
will when it has paid its notes for $16,- 
000,000 held by the banks of New York) 
$112,109,000 of those securities. Need- 
iess to say that when companies back 
their Governments in that way (and 
all the companies criticised by this 
financial wise man have proportionately 
done the same) they are not investing 
elsewhere. and are not ‘conspiring.’ 

“The charge that the insurance com- 
panies control Wall Street is so cheap 
and false that while it would sound fa- 
miliar in the mouth of Townley or Trot- 
zky, it comes less familiarly from the 
modern sage of Greystone.” 


He charges some life 
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Peabody Sarcastic 
About Untermyer 


HIS BOOST ONLY A KNOCK 


Companies “Ungrateful” for Not Per- 
mitting Lawyer to Save Them 
From Ruin? 

Charles A. Peabody, president of the 
Mutual Life, intimated to a reporter for 
“The Journal of Commerce” that he 
knew too much about Untermyer to 
have the lawyer cause him annoyance. 
The reporter got the impression that 
the Mutual Life’s chief executive took 
the attack “largely as David Harum’s 
dog took the matter of 
course.” He quoted Mr. Peabody as 

follows: 

“T have taken little time or taste for 
controversy with Mr. Untermyer,” he 
said. “His unselfish and disinterested 
concern for the rights of the poor pol- 
icyholders is an old story and has im- 
pelled him to make another offer of his 
services in their behalf. Of course, all 
that he says in his bid for their sup- 
port is in spirit and substance untrue. 
He said it all long ago, when he, on a 
former occasion, undertook to save 
them from ruin. Unfortunately they so 
little understood their own interests 
that they preferred to entrust their af- 
fairs to those whom he now pleasantly 
calls ‘kings and despots.’ 

“In this age of democracy, for which 
we have saved the world, it might be 
considered libelous to call anyone by 
such an opprobrious name. Perhaps 
Mr. Untermyer is simply hoping to in- 
dulge in his well known fondness for 
libel suits. The only difficulty is, that 
I do not know any king or despot who 
would consider himself injured by any- 
ihing which Mr. Untermyer might say, 
unless he changed his note and said 
something in his favor. That would be 
a serious grievance and might well pro- 
voke some reflection as to how the king 
or despot could extricate himself from 
such an unfortunate friendship.” 
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LONDON CONGRESS 
Prominent Life Insurance Men Holding 
Educational Session in Ontarlo 
This Week 


The Educational Congress in Lon- 
don, Ont., of the Life Underwriters’ As- 


sociation of London, to be held on 
June 12-14, will have a large attendance. 

The convention will be opened by in- 
vocation, delivered by the Rev. R. G. 
Peever, pastor of the First Methodist 
Church, London. The Mayor of the 
city will deliver an address of wel- 
come. Other addresses of welcome will 
be delivered by George L. Goodrow, 
vice-president of the Ontario L. U. A. 
C., and J. J. Callaghan, president of the 
London Association. On the evening 
of the first day the principal talk will 
be delivered by W. E. Bilheimer, sales 
manager of the Franklin Life, St. 
Leuis. 

The proceedings for the second day 
will be opened by a question box. At 
the morning session Ed. FB. Reid, as- 
sistant manager of the London Life, and 
A. Mackenzie, manager of agencies of 
the Manufacturers’ Life, presided, 

At the afternoon meeting John A. 
Tory, supervisor of agencies of the Sun 
Life for Western Ontario and Michigan, 
will be in charge. The subject for dis- 
cussion will be “Some Things a Man 
with the Rate Book Must Know and 
Do to Succeed.” 





INCOME INSURANCE 
The Travelers says to agents in the 
current issue of “The Travelers’ Rec- 
ord”: We would like to see a 50 per 
cent. increase in the sale of income 
policies during the year. When you 
once get started you won’t stop there. 


Equitable Borrowed 
$23,000,000 For Loan 


HOW IT HELPED GOVERNMENT 


Judge Day Appears Before Legislative 
Housing Committee; Companies 
Limited By Law 
President William A. Day, of the 
Equitable Life Assurance’ Society, 
threw some interesting light on the 
building mortgage and government loan 
situations, at a hearing a few days ago 
before the Joint Legislative Committee 
on Housing held in the City Hall. He 

said in part: 

“T have given a great deal of thought 
to this question; and let me say that 
I am in the fullest sympathy with all 
steps that may be made to relieve this 
situation. It is serious, and prevails 
throughout the United States. 

Life Companies Limited 

“Now, you said at the outset that the 
Stote of New York was limited by the 
Constitution in making a provision for 
homes, and that the City of New York 
was limited by law so that they could 
not make provision for bv'!Jing homes. 
The same applies to the insurance com- 
panies. We are prohibited by law 
from building, except buildings that 
are absolutely necessary for the use of 
the Equitable, and all companies are In 
a similar position. We are limited by 
Jaw as to the amount which we may 
invest. We are limited as to mortgages 
on unencumbered property and we are 
limited by law as to the amount we 
may put into that form. 





Not Much Demand for Small Home 
Loans 
“T think that labor has not been 


generally speaking, for the past two 
years in building of any kind, as ef- 
ficient as prior to that time (before the 


14, to the present date, we kept up 
our loans. The demand for small 
homes, was never very large, but 


such as it was we made to those that 
came to us, and we have a plan for 
home loans, loans, say, from $1,000 to 
$5,000 and that is in operation in a 
considerable portion of the country.” 

“How much have you loaned on bond 
and mortgage since the first of this 
year?” Judge Day was asked. 

“A very small amount since the first 
of the year, and that is due to the fact 
that the United States got into the 

yar and we decided that nearly all of 
our available funds should be given to 
the support of the Government. We did 
that because we thought that it was 
our duty to do it, and it was done at 
the urgent request of the Government. 

“We hold in war securities, say the 
securities which we invested in Cana- 
dian war loans, (and all the invest- 
ments that we made in war loans were 
made subsequent to the time that we 
entered the war,) it is approximately 
say about $90,000,000, of which about 
$65,000,000 went to the Government of 
the United States. In the last Liberty 
loan we subscribed or announced to the 
Governor of the Reserve Bank here that 
we could subscribe $20,000,000. We had 
subscribed $15,000,000 to the previous 
one, and $10,000,000 previous to that, 
and the first one $5,000,000, and there 
was a conference at his office at which 
several presidents of life companies at- 
tended, at Governor Strong’s invita- 
tion, and he stated to-us that the ne- 
cessities of the Government were s80 
great that the authorities at Washing- 
ton felt it our duty to borrow and antic- 
ipate the future, even if it were beyond 
our available income for the year, in 
order to support the Government at that 
time. 

Body Blow to Central Powers 

“And we had a telegram from the 
Secretary of the Treasury, that he felt 
that we ought to subscribe vastly more 
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Governor Strong that if we should sub- 
scribe more than $20,000,000 we would 
have to go into debt to do it. He 
communicated that information to Mr. 
McAdoo, and he showed me a reply 
from Mr. McAdoo that Mr. McAdoo felt 
that if this Fourth Loan were greatly 
over-subscribed it would be a body blow 
to the Central European powers, and 
would be a more powerful factor to a 
termination of hostilities than any mili 
tary movement in the field, or words 
substantially to that effect; that it was 
the duty of every citizen to strain his 
credit. And we strained ours and we 
subscribed for $40,000,000 to the Fourth 
Liberty Loan. To do that we had to 
borrow $23,000,000. 

“Furthermore, the Government must 
have more money and it must get it 
from the people. We have at this time 
$110,000,000 invested in real estate 
mortgages, 53 per cent. of it in New 
York, while only 27% per cent. of our 
premiums come from New York. It is 
seen, therefore, that New York is not 
faring so badly.” 

“What we want to know,” interjected 
Senator Lockwood, chairman of the 
committee, “is what will the Equitable 
do now to help us out, to help New 
York provide buildings against the 
critical time that is to come on October 

or November 1?’ 

“We are willing to do anything in the 
laws,” replied Mr. Day “lL thought of 
having half a million dollars set aside, 
but I won't tie myself down to any 
specific amount now, and will recom- 
mend to the board of directors to strain 
our credit as far as it will go.” 


ELLISON’S STATEMENT 


Former Corporation Counsel Says Ex- 
cessive Assessment and Taxation 
of Property Retard Operations 
William B. Ellison, former corpora- 
tion counsel of New York, has replied 
tc Samuel Untermvyer's criticisms in a 
statement issued a few days ago. He 

says, in part: 

“The excessive assessment and taxa- 
tion of property within the city has 
made homeowning and home-building 
almost impossible; and it is not quite 
clear that a similar influence materi- 
ally retards any increase in 
housing facilitie Is it not also clear 
that to add to our present facilities un 
der such circumstances and under the 
present excessive cost of labor and ma 
terials that rentals will necessarily be 
s9 high as to still be beyond the small 
salaried or wage-earning class? Do 
not these conditions drive out of New 
York thousands upon thousands of peo 
ple who would prefer to live within it; 
and are not our suburban communities 
benefitting from our mistakes and bad 
judgment? 


material 


“Under such circumstances is there 
mvch of promise in the conduct of the 
afiairs of this city from a financial point 
of view that in any material degree 
adds to the security offered by its real 
estate? Indeed, is there anything with 
in the facts that would prompt poliey- 
holders without the city to invest the 
funds held by the in 
in trust for 


9 


irance companies 
them in New York City 
mortgage 


“Good, safe and unquestionable securi- 
ties will always produce money free 
for investment; and were our condi- 


tions free from doubt there would be 
no reason for a demand for a compul- 


sory investment of trust funds.” 


Henry S. Doran has resigned as 
Grand Secretary of the Michigan Coun- 
cil of the Catholic Mutual Benefit As- 
sociation after serving for eighteen 
years. 

The Supreme Council of the Catholic 
Mutual jenefit Association has ar- 
ranged to levy extra assessments on the 
members to wipe out a deficit of $580,000 
caused by the epidemic of Spanish In- 
fluenza. 
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Text of Untermyer’s 
Letter on Mortgages 


OVER THE PAST 


MUCKRAKES 
Says Insurance Men Dominate Wall 
Street; Would Force Realty Loans 
By Legislative Means 
The Eastern Underwriter has ob 
tained a copy .of the letter written by 
Samuel Untermyer, New York lawyer 
to the Mayor’s committee on rent profi- 
teering, which is printed herewith with 
the exception of a few paragraphs. Mr. 
Untermyer devotes pages to conditions 
existing before the Armstrong com- 
mittee, tells of his work with the Olney 
Gray committee, accuses the life com- 
pany executives of wanting to be kings 
and despots in the financial world, 


charges them with losing millions on 
poor investments, wants them com- 
pletely removed from “Wall Street,” 


and recommends legislation to compel 
them to invest a certain percentage of 
their funds in mortgages on unencum- 
bered real estate. 

The Untermyer letter follows: 


The real question is how to make this form of 
investment attractive by legitimate means and 
thus to stimulate and revive all building opera- 


tions That involves an examination of the 
causes which have disturbed its attractiveness. 
These causes have been consistently ignored. 


They may be grouped in the.manner of their 
importance as follows: 

The attitude of the great life insurance savings 
banks and other investment corporations in aban- 
doning their former policy of making loans on 
improved real estate, amounting to a complete 
reversal of their consistent policy for generations 
past Four great mutual life insurance compan- 
ies (to say nothing of the many others) have to- 
day in their hands for investment considerably 
more than $2,000,000,000 belonging to about 
20,000,000 people, and their assets are constantly 
increasing by leaps and bounds. 

The attitude of the self-constituted managers 
of these corporations and the abnormal price of 
building material furnish the most important ob- 
stacle to the problem with which you are dealing. 
Both of them are distinctly against the public 
wir and should be corrected. 

‘ditor’s Note: At this point in his letter ‘Mr. 
Untermyer dis cussed the laboring situation.) 
How He Would Change Law 

There are two wholesome and_ constructive 
remedies for the situation with which you are 
lealing. The first is to restrict investments of 
life, fire, health and casualty companies and all 
savings banks, and especially all of our mutual 
life insurance companies, which are organized 
under New York State laws, so that they will be 
———, (as they should be in any event in the 
interest of the community regardless of the solu- 
tion of this question), to invest the greater pro- 
portion of their funds in first mortgages on un- 
encumbered real property within the state. 

The first and most important thing for your 
committee to do is to have the insurance law and 
the law regulating investments of savings banks 
so amended. Mortgages on unemcumbered im- 
proved real estate are the best and safest of all 
investments for the funds of any of the many 
millions of people that are held in those sacred 
trusts by a handfull of self-constituted trustees. 

It is impossible within the limits of this letter 
to adequately set forth or characterize the extent 
of the injustice that is being perpetrated against 
the legitimate interests of the state and against 
its citizens and its business prosperity by the ex- 
isting laws regulating the character of invest- 
ments. of the moneyed corporations organized 
under the laws of this state that are hok ling the 
many millions of other people’s money in what 
is supposed to be a sacred trust. 

Talks About a Strangle-Hold 

Conditions, however, may be profitably illus- 
trated by reference to the situation of the so- 
called, mis-called mutual. life insurance com- 
panies that are mutual only in name. In point 
of fact, we are without hope of escape except 
through the legislature in the strangle grip of 
their self-constituted and self-perpetuating offi- 
cials who have not a dollar of person: il, financial 
risk, interest or investment at stake in the bil- 
lions of other peoples’ money which they dis- 
pense with a power quite as despotic and far 
more reckless and almost as free from real re- 
sponsibility as though it were their own. 

Calls Polleyholders’ Control a Farce 

The theoretical control of the policyholders 
over their companies is a grim wong yarent farce 
without so much as a semblance foundation 
in actual practice. Imagine, if cole can, 15,- 
000,000 (that is the number of policyholders of 
the largest of these companies) scattered, de- 
fenseless, disorganized policyhotders in one of 
these industrial companies trying to dislodge a 
management, one- halt only of whose board of di- 
rectors is elected annually and which has behind 
it from 10,000 to 15,000 or more subsidized 
agents who alone are in touch with the policy- 
holders, and who are largely mere servants of the 
officers in power. 

The attempt was made to change the manage- 
ment of two of the companies, having together 
about 1,600,000 policyholders in 1906) at the 
time when the exposures of the companies and 
of the misdeeds of the different officials were 
rung loudly in the public ears. The legal and 
technical difficulties and the expense were found 
insuperable against the power of the entrenched 


vlicials, wacked by their army ot suvsidized 
4gclkoo, aiuuugh luc Chure COounlry Was aliame 
Weett sDuignadiivn Over lhe ecxpusure Ol ife gross 
urcacues ul lain of Lhe men who were Lacn anu 
suing OL Wihhuin are slill 11k power in ie Cum- 
pallies, .NCVer again will it ve possivle lo crys- 
lasize and afray puviic sentiment in aly move- 
ment tu Like CXwit LO Which Lhe legisialive inves- 
Uigauon that icu lO Liese ecxXpusures were Lic 
suppourleu, i.ven the psuvsiuszed press ol tic 
iMeurance COlpanics and ail Lieir clidicss Unah- 
Cial assuciales 42d ramiucauons were nol strong 
cnough to wilMsiand the puvlic temper ol tie 
moment, and that section ol the press was tor the 
lime being lorced ino line im sell-protection, but 
villy lor the tume being. 


Of Course, if Untermyer Were Counsel It 
you be Wor’s Greatest Committee 
ihe national committee of the policyholders of 

wlich wmwicharu Uiney, ot Massachuselts, was 

chairman, aud whose memverstiip included such 
mich a5 George Grey, Veiaware; Alton bb. barker, 
tue BoVerHOls OL seven slates and twenty other 
men of equal Nauenal disuncuOon, Cconstitulung 
lie MOst Ulslillguisheu Comimillee OL puulic spir- 
wed Cilizenis Cver gathered together ilk a Ccum- 
miillce in tis OF ally Oiler Cuunlry, UNUcrlouk 
tac WOK Of acletipulg to Oust Lhe oid lianage 
jucil, wl, sivalige Lu say, Culmpanics had no list 

Oi policy LOiders atid tiere Was UO Way Ol reacn- 

ig tutu. 4 Dad wie great honor ot acung as 

coulise!l ior that committee, and shall never 
ccase lo ve proud ot the service 1 then performed 

OVCY & period ol six months or more without 

compelsauon and at very comsideravie personal 

caApelise 
One Man He Has to Praise 

Many important retorms were effected in the 
laws thal Lue Old management hau put upon the 
4lULe VOOKS and @ lew untorlunale scapegoals, 
who were not weil protected in powerlul quar- 
lems, Wore made lu icel tie Durden OL Lhe puuvlic 
wrath and were turned out of office, but the 
legisduion was tUnkered with by the powerlul 
ineh Ju Lhe Compalhics, they were too strong lor 
the legisiature that undertook to deal with the 
ilualiuh Holwithstanuing the maguilicent courage 
alu puviic service thal were perlurmed vy Charies 
tiugnes who was counsel for the legislative 


. 
committee. ‘his service will always be his chiet 
lame among ius many unselush puvlic works. It 


required tremendous courage at that time to 
siand Out agaimst the heads of these companies 
ald at Umes agaist his own legisiauve commut- 
lec, it was Unuecrstood at that ine tae oll inure 
Luan Olle UCCHasluN IL Was Olly by bis threats to 
resign as counsel and to publicly state his rea- 
sols that the imvesugation was prevented trom 
vemg strangled to death. 

tcrbaps the most mnportant of the reforms en- 
acted as a result of the combined eltort and ac- 
tivities of the tiughes and Olney committees was 
the provision that is now tound in the insurance 
law restricting the character of securities in 
which the lite insurance companies organized in 
this state might thereafter invest the money ol 
their policyholders. Such had been their control 
over previous legislatures that they had been per- 
mitted to buy any and all kinds otf cats and dogs, 
including any stocks of obsulete and bankrupt 
railroads and industrials, acquired at tabulous 
prices out of the policyholders’ pockets; to be- 
come members of underwriting syndicates, not 
only for the venetit of the corporation but of the 
officers and directors, and to gamvle almost in- 
discriminately with the money ot their policy- 
holders. 

The Law’s “Imbecility” 


Their losses amounted to hundreds of millions; 
their officers had illegitimately fattened upon the 
victimized policyholders. And, yet, not one of 
them went to jail except the president of one of 
the small companies who was subsequently re- 
leased by the court of appeals; and such was the 
helplessness of the policyholders and the imbe- 
cility of the law that not even he could be dis- 
lodged from the presidency while he was under- 
going incarceration. 

“Kings and Despots” 

The law of 1906, while restricting future in- 
vestments so as to prohibit purchases of stock 
unfortunately permitted the companies to con- 
tinue and buy railroad and other bonds and al- 
lowed them five years in which to dispose of the 
railroad -and other stocks that they then held, 
walak holdings and the power to continue mak: 
ing purchases of hundreds of millions of rail- 
roads and other speculative bonds every year 
were being used to make of the officers of the 
companies kings and despots in the banking and 
financial world. It was impossible for any bank- 
ing house to successfully launch a great under- 
taking without the aid of other people’s money 
controlled by these few men, and so the real 
power over the financial transactions of the 
country has continued to rest with the heads of 
these companies, and not with the banks. They 
and their affiliated banks and trust companies 
could determine the success of any undertaking. 
They found these companies owning great banks 
and trust companies, manned by their own offi- 
cers, directors and nominees, the stocks of which 
these men held largely for their own benefit and 
which hecame of enormous value by reason of 
the uses that the officers and directors of these 
companies were able to make of the money and 
prestige of the companies. 

I know of no tale of romance more interesting 
and none that will seem quite so incredible to 
future generations as the Hughes-Armstrong re- 
port. And, yet, nobody went to jail. 

The five year period for disposing of these 
stocks expired in 1911. To the credit of its 
president, D. P. Kingsley, and by way of con- 
trast, be it said that the New York Life com- 
plied with that requirement, but it is the only 
one of the large companies so far as I know that 
has yet done so, although it is thirteen years 
since that law was passed. Year after year the 
companies have gone to the legislature and ap- 
parently without reason and without difficulty 
have secured extension of the time to dispose of 
these securities. On each occasion it was mani- 
fest that the longer they waited the more money 
they were losing. One of them that might have 
eee of the common stock of the N. Y., N. 
H. H., which cost it so many millions of "dol- 
hy was so intent upon maintaining its influence 
in that company that it allowed opportunity after 








Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


$5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


be paid. 

SECOND, that in case A death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid 

THIRD, that in case of death from em Seeee accident, $15,000, 


or THREE TIMES the face of the Policy, will be pai 
FOU that in the case of total’ disability as a result of accidental injury, the 


Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 
the rate of $25 PER WEEK throughout the period of disability. Can insurance do 









MORE? And WHY should any man. be satisfied with a _— that would do less? 
Annual Premium, Ordinary Life, at Age 35....... . $128.05 
Twenty Payment BANG, BE AGO Biicsccvcscces 167.10 

235.10 


Twenty Year Endowme nt, at Age 35 
General Agents wanted in the following States: Pennsylvania, Delaware, Kan 
sas, Michigan, Ohie and the District ef Columbia. Address 


UNITED LIFE AND ACCIDENT INSURANCE CO. | 


Home Office, United Life Bldg., Concord, New Hampshire 




















opportunity to slip by until it finally sold, its ing to $10,000,000 or more of investment in 
losses amounting to millions. bonds of a single company. 
(At this point Mr. Untermyer mentions the Vanitas Vanitatum 

names of various stocks which he said could have Why are the managers of these companies so 
been sold years ago at such higher prices than intent upon keeping the policyholders’ money in 4 
now that the companies would have saved mil- the uncertain ebb and tide of Wall Street specu 
lions. He then goes on to total the holdings of lations/ Frankly. I believe that the reasons 
companies of this state, and contracting the are largely selfish. These men want to be con 
holdings with the real estate mortgage holdings. sidered factors in the financial world. They 
He again says that experience had demonstrated have control of vast funds. The banks need 
that mortgages on unemcumbered real estate pro- them for their projects and they in turn need the 
vide the best and most lucrative investment. banks for personal gains in indirect ways. 
Editor's Note.) When the railroad and other corporations in 


Out of Wall Street; Into Real Estate which they hold securities are re-organized or get 
It is not understandable why these billions of into trouble they have a potent voice in_ re 
dollars of policyholders’ monies are held in the Organization and are not infrequently found on 
hands of these corporations invested in securitics the committees of re-organizzation to represent 
of shifting and uncertain value, while the best these securities ; ; 
security in the world is evaded and neglected so The y know what is going on; they are the first 
that the means of improving real estate property to be informed of the basis of the re organiza 
in New York City is crippled and will be de tion, and have all manner of means of profiting 
stroyed unless the state saat a different pol- through their relations. When the bankers em 
icy upon these corporations. bark upon projects involving underwritings those 
The sooner they and their money are taken men and their friends are likely to be considered 
out of Wall Street and out of securities, the even though their companies are not allowed to 
value of which are changing day by day, the become syndicate subscribers or underwriters 
better it will be for the safety of the policy- They are worth cultivating on the part of finan 
holders and for the security of the state. ciers because the funds of their companies are 
I do not mean to suggest that all of the funds available for other issues. , 
will be put in the form of mortgages on real No matter how honest may he the motives of 
estate, although these short term mortgages of the men in control of these companies (and there 
one year are a more lucrative security. than are many whose integrity is beyond question) I 
most of the bonds that are held by the com insist and have alwavs insisted that the law 
panies today in vast sums, in some cases amount (Continued on page 6) 
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19,712 LEADS 


were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 
at any time in our history. 

The Fidelity operates in 40 states. Full level net premium 
reserve basis. Faithfully serving insurers since 1878. Insurance 
in force over $150,000,000. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 














Mr. Field Men: 
Do you know: | 

That the NorTHERN ASSURANCE Company of Ietroit, Michigan, 
has lived up to all the traditions of the highest purposes of life in- 
surance ; 

That it stands for the highest ideals in underwriting and that its 
slogan is, and always has been, CLEAN MEN AND CLEAN 
METHODS in its field work; 

That it is writing more insurance per capita per agent than any 
other American life company? 

If you are interested in knowing something of our Home Offi ¢ 
system which makes this possible, we will be glad to hear from yuu. 


Address, CLARENCE L. Ayres, President, 
DETROIT, MICHIGAN. 
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Untermyer Inquiry 
May Last For Weeks 


ASKS PHILLIPS ABOUT STOCKS 


Wants to Know Why Law Requiring 
Sale of Securities Has Been 
Extended 


Samuel Untermyer, who made various 
charges against the insurance com- 
panies and their officials in his letter 
to the Mayor’s Committee on Rent 
Profiteering, appeared at a joint hear- 
ing on Wednesday afternoon of the 
Mayor’s Committee and the Board of 
Aldermen’s Committee on General Wel- 
fare. In an effort to make good his 
charges Mr. Untermyer came to cross- 
examine prominent insurance company 
and state insurance department officers, 
having volunteered to act as counsel to 
the committee, far as examination 
of insurance companies is concerned. 
Frank Moss was personal counsel for 
the committee. 

From the Department those subpoen- 
aed were Superintendent Phillips and 
Deputy Stoddard. It is said that 
enough documents from the Insurance 
Department had been asked to weigh 
half a ton. They were not all brought. 

“T am here at request of the Mayor 


so 


for the solution of a serious problem,” 
Mr. Untermyer began. “I am willing to 
help. It will take at least two weeks to 
get the data necessary. However, we 
have called some witnesses today and 
we might ask them a few questions.” 


Superintendent Phillips was first 
witness. Here is what Untermyer 
wants of the Insurance Department.: 


First: Total amount of mortgages on 
real estate held by each of the New 


York life companies for each year 
since and including 1905. Second: 


Amount paid on the real estate mort- 
gages year by year. Also, amount that 
has been re-invested in realty mort- 
gages. Untermyer said he also wanted 
to know what bonds and stocks they 
have bought and sold. He said that the 
life companies had claimed that they 
had to go in debt for U. S. government 
bonds. He wanted to know what Wall 
Street securities the companies had 
bought during the periods of the loans. 
“T want to know what has gone into 
real estate loans and how much into 
foreign loans before we went into the 
war,” he said. 

“You understand that fire companies 


make their living by insuring build- 
ings?” 

“| de.” 

“You know that fire companies in- 


vest little in real-estate mortgages, but 
do invest in Wall Street securities.” 
Mr. Untermyer then tried to get Mr. 
Phillips to go on record saying that 
the average return on realty mortgages 


was larger than average returns on 
bonds and stocks. 
“T want statistics from you of av- 


erage yields on bonds and stocks and 
average yields on realty mortgages; 
and amounts they have written off for 


real estate losses as compared with 
Wall Street losses. Will you get these 
figures?” 

“T will if I can. if it does not interfere 
with my regular work,” said Mr. 
Phillips. ‘“Anybody from your com- 
mittee can come to Albany and see 
eny of our records.” 

Most of Mr. Phillips’ examination 


hinged on his recommendation of 1916 
that there be a further extension of 
five years in the time before the opera- 
tion of the law compelling companies 
to sell Wall Street securities. Mr. 
Untermyer wanted to know why this 
recommendation was made. He said it 








PURELY MUTUAL 


Investigate 
before selecting your 
Company 





THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 
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Conmpiete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 
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had cost the companies much money. 
He cited one company which owned 
Pennsylvania Railroad stock. If the 
company had been compelled by law 
to dispose of this stock it would have 
saved a lot of money to policyholders. 
Mr. Phillips said he had made this 
recommendation because he believed it 
to be the best for the policyholders. 


Mr. Untermyer then took up various 
securities, particularly railroads, to 
show that if companies had not had 
extension of the law compelling them 
to sell “Wall Street securities” they 
would have saved themselves tremen- 
dous losses. There was quite a pas- 
sage of arms between Mr. Phillips and 
Mr. Untermyer at this point. The at- 
torney wanted to know who was the 
lobbyist who induced him to make his 
recommendation for the extension of 
the law. 


sory 


here 
replied. 
surance 


was no lobby,” Mr. Phillips 
“It was the feeling of life in- 
men that something would 


have to be done. I may have talked 
with Mr. Cox, of the life presidents, and 
Mr. Untermyer.” 

“Did you not know that stocks were 
high then?’ 

“IT wouldn't say that.” 

When asked whether Mr. Peabody, 
of the Mutual, was not a director in a 
great many companies, including rail- 
roads in which the Mutual has hold- 
ings, he said he knew of no statute pro- 
hibiting him from being such a direc- 
tor. 

It was the general opinion of those 
present the first day that Mr. Unter- 
myer is trying to engineer another 
“Armstrong Committee” investigation. 
He will play up the newspaper head 
lines for all they are worth. 


CLAIM ASSOCIATION ACTIVE 

The New York Claim Association held 
its spring meeting at the Yale Club, 
June 11. 








The new agency ideal of 


The Connecticut Mutual 





Life Insurance Company 





is a largely increased and 


thoroughly educated 


organization. 


“Professional Public Service” 




















HUSBAND AND WIFE 


Home Life Tells Why Company Does 
Not Issue Joint Policy for 
Married Couple 


An agent of the Home Life recently 
asked that Company why its rate book 
says that joint policies should not be 
solicited on husband and wife. The 
Company’s reply follows: 

“There are several important reasons 
which cannot be detailed fully here. In 
the first place young married women 
are not as good risks as men of the 
same age. Moreover, a thorough med- 
ical examination is much less frequent 
in the case of a woman. There is often 
no good reason for effecting insurance 
on the life of a housewife; she is not 
the breadwinner, and usually the finan- 
cial loss would be only for doctor’s bills 
and funeral expenses—say $500 alto 
gether. The sentimental loss cannot 
be measured in money. 

“From the agent’s standpoint it is 
better that he should place $2,500 insur 
ance on the breadwinner, than that he 
should write a joint life policy for 
$1,000 or $1,500 on the lives of both. 
Ne oT 
Experience shows that agents who de- 
velop a tendency to solicit joint insur- 
ance on husband and wife too often 
content themselves with small policies, 
where they could with just a little 
extra trouble write the husband for 
double the amount.” 


ROYAL NEIGHBORS RATES 

A special of the Supreme 
Camp of the Royal Neighbors of 
America was held in Chicago for the 
purpose of considering changes in the 
rates of assessment. This organization 
is the ladies’ auxiliary to the Modern 
Woodmen of America. At the close of 
1918 it had 371,690 benefit members. 
The insurance in force was $378,851,- 
000; assets were $3,637,107.93, and the 
liabilities $1,557,625.11. 

The members have been notified that 
during three months of the influenza 
epidemic the death claims paid were $1.,- 
087,905 more than was collected during 
that period. Rates charged by the 
Royal Neighbors have been far below 
adequacy, and it was only a question 
of a short time before a change would 
have been forced by mortality experi- 
ence. The epidemic emphasized the ne- 
cessity for immediate action. Moreover, 
the society is not in shape to meet the 
requirements of the laws of nearly forty 
States regulating fraternal benefit so- 
cleties. 


session 


SIXTY YEARS WITH HOME LIFE 

For sixty years one or more mem- 
bers of the Bruehl family have repre- 
sented the Home Life in Cincinnati. 
R. A. W. Bruehl became general agent 
of the company in that city sixty years 
ago and served until his death in 1894. 
In 1882 his son, W. A. R. Bruehl, en- 
tered the insurance field, succeeding 
his father as general agent, and in 1907 
W. A. R. Bruehl, Jr., of the third gen- 
eration, entered the business, The gen- 
eral agency is conducted under the 
name of W. A. R. Bruehl & Son, and its 
territory is Central and Southern Ohio 
and Northern Kentucky. 


TRAVELERS CAMDEN GROUPS 

The Travelers’ Insurance Company 
has issued a group policy insuring the 
lives of approximately 100 employees of 
the Samuel M. Langston Company, 
Camden, N. J., manufacturers of paper 
box machinery. Workers who have con- 
tinued in the service of the concern at 
least six months are insured for $500 
Those in continuous employ for one 
year and over are insured for $1,000 
and $100 is added each year until the 
sum reaches $2,000. A large proportion 
of the force have been with the enter- 
prise upward of ten years. 
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No Inducement To 
Enter Foreign Field 


AN ARTICLE BY C. A. PEABODY 


Former Experience Abroad Was Not 
Satisfactory, Says President of 
Mutual Life 
Taking as his topic “The Home Field 
Is the Best,” Charles A. Peabody, presi- 
dent of the Mutual Life, discusses the 
foreign business of the Mutual Life in 
an article in “The Weekly Under- 

writer.” He says, in part: 

“Of course, my view of this subject 
must be more or less, and is, indeed, 
greatly influenced and formed by the ex- 
gerience of this company, as I see it, in 
the history of the company’s foreign 
Susiness. The Mutual Life was engaged 
in the foreign business for many years. 
It has been in business, for different 

time, in England, France, 
Austria, Italy, Holland, Bel- 
gium, Spain, Portugal, Norway, Sweden 
and indeed, in practically all of Europe 
except Russian. 

“The periods during which we trans- 
acted business in those countries were 
on the whole, I think, more satisfactory 
than the period commencing at the ter- 
mination of the war is likely to be; for, 
I suppose, the results of the war, with 
its hardships endured and_ incidental 
suffering and poverty, will in many of 
those countries tend directly or in- 
directly to shorten human life for a 
number of years to come. 

Unsatisfactory Experience 

“Taking our experience as a whole, 
my personal view is that it was not 
satisfactory. The expense of installing 
it and of conducting it at such a dis- 
tance was much greater than would be 
the expense with a similar amount of 
business in this country. The differ- 
ence of language, of local business 
methods and practices, the require 
ments of foreign governments as to the 
investment of our resources and the de- 
posit of securities and the incidental 
risks connected therewith and the un- 
favorable results, largely based on racial 
and national prejudices in connection 
with the administration of justice, led 
in the main to very unsatisfactory re- 
sults and we began many years ago 
gradually to withdraw from foreign 
countries and have been in those coun- 
tries, since withdrawal merely liquidat- 
ing the old business. 

“At the outbreak of the war we had 
discontinued the seeking of new busi- 
ness’ in Germany for nearly twenty 
years, in France for about twelve years, 
in Italy for about ten years and in vari- 
ous other countries for different periods. 
We were still doing new business in 
England, Holland, and Belgium and 
these were, on the whole, as our ex- 
perience went,’ the most satisfactory 
places from our point of view. We, of 
course, discontinued all business at the 
outbreak of the war, and it is very un- 
likely that this company will ever re- 
sume writing new insurance there.” 





periods of 
Germany, 


THE LINNARD LINE 

The West Coast Life has written 
$50,000 of the $1,000,000 line of insur- 
ance being placed on the life of D. M. 
Linnard, president of the California Ho- 
tel Company, with his company as ben- 
eficiary. The business was written by 
P. M. Caroe, manager of the company’s 
home office agency at San Francisco. 
The West Coast Life will retain $10,000 
of the line, placing the excess with its 
reinsurance companies. The companies 
that have already issued policies to Mr. 
Linnard, and the net amount held in 
each instance include: Aetna Life and 
Mutual Life, $100,000 each; Equitable 
Life of New York, $95.000: Massachu- 
setts Mutual Life and Travelers, $75,- 
000 each; New York Late, $70,000: Pa- 
cific Mutual Life and so ge Benefit, 
$60,000 each; Union Central Life, $35,- 
000; West Coast Life and Western 
States Life, $10,000 each. 


NOTE MUST BEAR INTEREST 


Instructions to Agents of Equitable Life 
Assurance Society Based on 
Court Decision 
The Equitable Life Assurance §So- 
ciety has given these instructions to 

agents: 

“A ruling recently promulgated by 
the Insurance Commissioner of Colo- 
rado, to the effect that it is illegal for 
an agent to accept a note for insurance 
from an applicant which does not pro- 
vide for interest, prompts us to re- 
mind the agency force that this ruling 
has been in effect for many years in 
New York and many other States. This 
ruling is based on the assumption that 
to accept notes without interest would 
be in effect a rebate or discrimination 
which is a violation not only of law, 
but is also against the strict rules of 
the society. Therefore, where an agent 
on his own responsibility accepts a 
note, the legal rate of interest should 
in all cases be provided for and col- 
lected.” 

NEW COMPANY INCORPORATED 

Articles of incorporation of the 
American Liability Company of Ohio 
have been filed. The capital stock is 
$200,000. The new company proposes 
to take over the American Liability 
Company of Indiana, a $100,000 incor- 
poration and issue $100,000 par value 
stock at the ratio of $2 for each $1 par. 


MUTUAL MEN TO MEET 

The governing board of the National 
Association of Mutual Casualty Com- 
panies will hold its next regular meet- 
ing in Boston at the Copley-Plaza on 
Monday the 16th. It is expected that 
considerable attention will be given to 
the impending compensation rate revi- 
sion. 


FREDERICK RICHARDSON 


RETURNS 
United States Manager Frederick 
Richardson of the General Accident, 


reached Philadelphia June 11, after a 
trip abroad. 


Major C. R. Morgan, formerly con- 
nected with the West Virginia Insur- 
ance Department, has returned from 
the army, and has again been added 
to the staff of the department as exam- 
iner and actuary. 





The New York Department is exam- 
ining the four French companies repre- 
sented by Starkweather & Shepley. 








Untermyer’s Letter 
(Continued from page 4) 
should so regulate securities in which they may 
invest the monies of their corporations as to keep 
them out t of Wall Street and prevent them from 
becoming the important factors in that financial 
mavlstrom. 

These gentlemen receive very large salaries. 
They can afford to confine their activities to the 
corporations they have undertaken to manage, 
with hundreds of millions of assets. It is a 
man’s task for a very big man. To permit their 
officers to be largely interested in banks and 
railroad and similar corporations furnishes them 
the excuse for becoming directors in these allied 
companies so as to protect their investments and 
the y will inevitably become mixed up in collateral 
undertakings in which sooner or later the money 
of their company finds itself. 

It is my opinion that the officers of life, and 
fire companies and of banks should not be per- 
litted to be directors of kindred institutions. 
"His Proposition to Boost Up ee 
My concrete proposition for correction are: 

Insurance companies should be required 

A.--Immediately to dispose of the bank and 
other stocks that they were required to dispose 
of thirteen years ago, and that the New York 
legislature shall now stop nullifying its own pol- 
icies. 

B.—That at least one-half of the invested assets 
of the fire, life and casualty companies, and of 
the savings banks organized under the laws of 
the state of New York be required to be invested 
in bond and mortgage on improved unemcum- 
hered real property within the state, provided 
that such loans may be made during the prog- 
ress of building operations, but that in no event 
shall the company be permitted to lend to exceed 
two-thirds of the value of the land and im- 
provements. 

C.—-That there be an immediate investigation 
made by an appropriate official body vested with 
power to compel the attendance of witnesses and 
production of books and vapers for the purpose 
of uncovering and with ke view of suppressing 


and punishing the unlawful conditions that now 
exist in the building trades. 








Organized 1871 { 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 


NNN). sénsckcneseuisasssiapeebisedeatcdwasde: sabenakuvaveusabuowscersaceveodess $18,362,862.75 
SIND. a oschhccbyui se ceebnenainsanReandnsebe +6brvnbaedbebaebsbedweeeiacbabes 16,626,824.78 
ST EE NONE > cri ida vince dsedacanamii wan aawhabaldeabeancuesticeadonccs 1,736,037.97 
I Sil NM - sxcsanvinckcenasdebespsadabde Gadwdonbuuiikauseienseseaaweroe 149,170,320.00 
Se Ee ee enna 2,376,218.75 
Total Payments to Policyholders since Organization .......cccceceeeeeee 21,988,834.83 


JOHN G. WALKER, President. 














Are You Permanently Established? 


Write for Territory 
Pennsylvania— Ohio—West 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 


Virginia 








A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


rates were reduced and values increased to full 
3% reserve 


On January 1, 1909, 








Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 











eee ; 


PENNSYLVANIA OPPORTUNITY | 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 








Address, PERMANENT, | 
Care of The Eastern Underwriter, 105 William Street, New York City 











NIAGARA LIFE BUILDING 


The Combined 


deg Life, Sickness 
and Accident 


policies, sold only by the 


Magara Life Insurance Co. 


(WILLIAM H. CROSBY, President) 


Protects the insured and his 
dependents. 








Live wire reliable agents may 
obtain very favorable 
contracts 





Communicate with 


EK. H. BURKE 
Vice-Pres’t & Gen’l Manager 


BUFFALO, N. Y. 








Mohawk Cor. Franklin Street, Buffalo, N. Y 
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Founded 1865 





The Provident Life and Trust 
Company of Philadelphia 





when it is most needed. 





Provident policies are “seeing ahead” policies. Taken 
out now, they provide effective protection at the time 


Northwest corner Fourth and Chestnut Streets 





THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 


Secure prompt action in the 





FE INSURANCE COM 
OF GOSTON MASSACHUSETTS 


WILLIAM N. COMPTON, General Agent 


Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








Think A. M. Tables 
Won’t Be Adopted 


VIEW 





AMERICAN INSTITUTE 





Hold Convention in_ St. 
Address of President 


Beckett, State Life 


Actuaries 
Louis; 





St. Louis, Mo., June 9.—The Ameri- 
can Institute of Actuaries held _ its 
tenth annual meeting at the Hotel Jef- 
ferson on June 5, 6 and 7. The meet- 
ing was well attended, the papers read 
of considerable interest, in fact, it is 
regarded as the Institute’s best meeting. 

The principal subject discussed in- 
formally was “Should the New Mortal- 
ity Table Be Made the Basis of Prem- 
iums and Reserves?” Arthur Hunter, 
New York Life, led the discussion, fol- 
lowed by O. J. Arnold, Perey C. H. 
Papps, J. D. Craig and others. 


Consensus of Opinion 
It was the consensus of opinion of all 
the speakers that the A. M. (American 
Men) tables would not be adopted as 
it would not result in the companies 


reducing their gross premiums, and 
would result in an increase in the re- 
serves. The meeting was considered 


the best in the history of the Institute. 
The “American Men” table is the joint 
work of a committee representing the 
Actuarial Society of America, American 


Institute and National Convention of 
Insurance Commissioners. 
President Beckett’s Address 
In his address President C. H. 


Beckett, of the Institute, who is with 
the State Life, said in part: 

“We have an interest in the question 
of the direct taxation of life insurance 
as such, Under the present situation 
the state in which the provident man 
lives, and pays his own tax in order 
to help the community provide for the 
needy families of those who died unin- 
sured, demands a part of every prem- 
ium that he pays and thus increases the 
cost of his insurance. One of the very 
last things from which a Government 
should exact a revenue is life insur- 
ance, and as soon as the present emer- 
gency, created by the war, is past, the 
Government should remove this addi- 


tional burden from policyholders, and 
we have our work to do in helping to 
bring this about. 


“States, municipalities, corporations 
and associations of all kinds have in- 
augurated! pension plans of one and 


another sort and usually without any 
proper consideration of the fundamen- 
tal principles involved. Their difficul- 
ties are now appearing, as must needs 
be, and our membership should have 
an increasing share in the work of 
placing these plans on a stable basis, 
and in the enactment of pension legis- 
lation which shall be scientific and 
workable. 


Importance of Actuaries. 

“Actuaries are now being called upon 
for advice and assistance when these 
plans are found to be failing. Perhaps 
it is not too much to hope that ere long 
it will be considered to be the better 
way to consult the actuary before as- 
suming the obligations. 

“There is work for the public good 
which only the trained expert can per- 
form, and I expect and hope to see 
this Institute and assume a larger share 
of the work and responsibility in all 
such matters.” 


J. S. WOOD WITH CONTINENTAL 





Becomes Agency Supervisor of Dela- 
ware Comnany; Will Concentrate 
On Pennsylvania First 
James S. Wood, formerly of the Mis- 
souri State Life has been appointed 
agency supervisor of the Continental 
Life of Wilmington, Del. He began his 
new duties on June 2, and his activities 
will be directed at first to the appoint- 
ment of general agents and agents In 
the unplanted portions of Pennsylvania 
outside of Philadelphia, expanding the 
field as the company enters other States 
Mr. Wood. who is an unusually able 
life insurance man, and who also writes 
splendid literature for agents, decided 
to accept an offer from the Continental 
Life in preference to several other op- 
vortunities in life insurance which he 
had because he had implicit faith in 
the Continental management, was fa- 
miliar with its splendid accomplish- 
ments in twelve years. and had a knowl- 
edge of the low net cost of insurance 

which it furnishes. 








wide reputation. 





The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought fn 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- 
Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. 
is no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 


For sixty- 


There 





——— 


State Mutual’s 
Agency Meeting 


VALUABLE CLUB CONVENTION 
Agents and Executives Go to Boston 
for Banquet and to Gloucester 
for Luncheon 


The 
ond annual meeting of the State Mutual 
Agency Club of the State Mutual Life 
was held at the home office a few days 


Worcester, Mass., June 9. sec- 


ago. To qualify for the club an agent 
must pay for $100,000 of business, ex- 
clusive of term insurance, during the 
club year which was from January, 
1917. to January, 1918. Sixty men 
qualified, which was an increase of 
about 331-8 per cent over the number 


qualified for the first year. 

To enable the convention to be held 
as scon after completion of the club 
year as possible, the dates have been 
changed and the club year will now run 
from April to April. This will enable 
the company to hold its convention the 
early part of June, about sixty days 
after the club year closes. 

The Programme 
A copy of the programme at the State 


Mutual Agency Club Convention last 
week follows: 


Morning Session, 9 O'clock 


Burton H. Wright, president, Address 
of Welcome. 

D. W. Carter, secretary, Address. 

Stephen Treland, superintendent of 
agencies, Address. 

Albert D. Hatfield, president of State 
Mutual Agency Club, Address. 

Bruce Sweet, “Weekly Production.” 

William Munson (agent). 


John H. York (prospect) 
In a sales talk, Mr. Munson will 
endeavor to sell Mr. York, a pros- 
pect, who does not believe in in 
surance. 

Discussion. 


Emile Landry, supervisor of applica- 
tions. Address. 

William L. Scharles 
in the Life Insurance 

Marcus L. Glazer, 


“Opportunities 
Business.” 
“Professional Ser- 


vice as Rendered by the Life Insurance 

Agent.” 
Chandler 

Address. 


Bullock, general counsel, 


Afternoon Session, 1:30 O'clock 


C. R. Fitzgerald, actuary, Address. 

William C. Rhodes, “How the Agents 
May Co-operate with the General 
Agents to Facilitate the Issuing of Bus- 
iness.” 


Dr. Charles D. Wheeler, assistant 
medical director, Address. 
Homer G. Sperry, “Income Insur- 


ance.” 
A. D. Hatfield (agent). 
J. B. Clark (prospect). 
Mr. Hatfield will endeavor to sell 
Mr. Clark $50,000 “Business Insur- 
ance.” 
Lively Banquet 
At the of the business sessions 
the entire party boarded a special car 
and went to Boston, where a banquet 
was held at the Copley-Plaza. Pres- 
ident Wright was toastmaster and the 
speakers were Judge Beall, of the At- 
lanta Agency, and Nelson P. Wood, 
home office cashier, formerly sergeant 
of E-Battery, 102d Field Artillery, who 
told of some of his experiences in 
France. <A. A. Higginson, of Detroit, 
who was also to speak, was unable to 
attend because of illness. On Thursday, 
June 4, the members of the club got 
together with the officers of the com- 
pany, and went by boat to Gloucester, 
where there was a luncheon at the 
Gloucester Tavern, after which they re- 
turned to Boston by steamer. 


close 


The State Mutual Agency Club has 
become a permanent auxillary to the 
agency department. The great value 
and benefit which the agents enjoy 
through this contact with fellow-work- 
ers, as well as the home office staff, 
creates a condition that would be im 


possible to obtain in any other way 
All the papers and talks were of dis 
tinct educational value. 


UNION CENTRAL CAPITALIZATION 

The recent increase in capital stock 
of the Union Central Life was dis- 
cussed at the meeting of the committee 
on examinations of the National Con- 
vention of Insurance Commissioners in 
New York Tuesday. An examination 
of the Company will be made. 





The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 














face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 


A Universal Necessity 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





George A. Simpson, sales 
manager of The Steel Com- 
of pany of Canada, Hamilton, 
Attraction Ont., has written an inter- 
esting article on “Sales- 
manship” for the Canadian “Life Un- 
derwriters’ News.” One point he makes 
follows: 

“The law of attraction works uni- 
versally on every plane of action, es- 
pecially in the field of sales, because no 
one will buy from a man he does not 
like, unless he has to; therefore, it is 
necessary and essential that every sales- 
man study the law of attraction. 

“If we desire one thing and expect an- 
other, we are like a house divided 
against itself—bound to fall. We must 
first determine resolutely to expect only 
what we desire; we will then attract 
only what we wish for. Carry any kind 
of thought about with you and as long 
as you retain it, you will unceasingly 
attract to yourself, knowingly or un- 
knowingly, exactly and only what cor- 
responds to your dominant quality of 
thought. Thoughts are our private 
property and we can regulate them to 
suit our taste entirely, by steadily 
recognizing our ability to do so. This 
being so, why not study and apply our 
thought to reinforce our power of at- 
traction, and draw closer to us those 
with whom we do business. It is pos- 
sible, and I can assure you it will lessen 
your work and increase ycur sales. 

“If you do not feel kindly toward a 
prospect, change your mental attitude. 
In other words--change your thought 
and make an effort to attract him to- 
wards you; and just as sure as you do, 
his manner will change and your orders 
increase, because the law of attraction 
is absolute. And the salesman who is 
always cheerful, hopeful, confident, 
courageous and determined on his set 
purpose, will, if he keeps to that pur- 
pose, attract to him powers favorable 


to that purpose.” 
e o * 
Life insurance  sales- 
Sales Points men agree upon the 
from the effectiveness of fram- 
Mutual Benefit ing the sales talk, 
whenever possible, in 


the terms of the prospect’s own busi- 
ness. 

In discussing this phase the Mutual 
Benefit says: 

“If he is an engineer, for instance, 
emphasis can be laid upon the Mutual 
Renefit’s Contingency Reserve Funds, 
as safeguards, scientifically calculated 
to meet the unusual stresses and strains 
of the business. With other professions 
and businesses appropriate analogies 
can profitably be drawn. 

“Many life insurance men carry this 
method of salesmanship an important 
step further. They get a good part of 
their happiness in life out of their work 
by manifesting a real interest in their 
clients. It is very often possible to gain 
a prospect’s favorable attention by talk- 
ing intelligently about his store, his 
business or his future when attention 
could be secured in no other way. The 
salesman who cultivates this personal 
touch ties his clientele so closely to him 
that he may be almost said to own it. 
This is superficially a small matter, but 
it accounts for the success of many of 
the Company’s leading representatives, 
who largely through such human in- 
terest methods have the call on the life 
insurance business of their communities. 
We have in mind a Mutual Benefit man 
who averages a half million of paid for 
business a year by working entirely 
along these lines. 


“Still another factor allied with the 
above which has much to do with creat- 
ing the ‘will to act’ in the client’s mind 


is the appeal to the emotions. Before 
he can expect to get favorable action 
the salesman must of course get the 
prospect’s confidence in the security and 
desirability of his professional sense as 
as in his own professional sense as a 
a erviceman. On the common ground 
of confidence the average man will re- 
act easiest to emotion. This appeal to 
the emotions seems to be chiefly exer- 
cised by lawyers and preachers. Busi- 
ness men neglect it a great deal. Com- 
monly outside of the life insurance busi- 
ness they seemingly do not use it at all. 
It is a perfectly justifiable thing to use 
with discretion and is the strongest 
known agency to get the ‘will to act’ 
especially when the consideration is a 
man’s home and the future integrity of 
his own family circle. To overdo this 
phase of salesmanship, however, would 
be maudlin. A happy medium is desir- 
able.” 

s . oa 

Going to see a possible 
The Business’ buyer is the first step 

of toward actually mak- 

Seeing People ing a sale. In life in- 

surance going to see a 
prospect, and getting in to see him, is 
the most important part of the sale. An 
inferior salesman can make a living If 
he goes to see enough people. 

The salesman who goes to see people 
and gets to enough of them for the 
law of averages to apply, creates the 
habit of an early start on the day’s 
work; preparedness—preparedness here 
meaning a definite plan for the day, 
such as the listing of those people to 
be seen during the day. Preparedness 
also means aggressiveness, courage, 
will power. Of these qualities courage, 
or more particularly its antithesis—fear, 
is the greatest single element in deter- 
mining a successful or unsuccessful ca- 
reer. Fear is purely a mental condition. 
It is born of a desire to keep away from 
harm, from unpleasant experiences, 
from situations where we may be em- 
barrassed. The thing we fear cannot 
possibly harm us. The only harm is in 
not overcoming that condition of mind. 
and it can be overcome by going out and 
doing the things we feel a _ timidity 
about. Fear depresses, it weakens, it 
makes selling harder. The salesman is 
on equal terms with the buyer. A sale 





INSURANCE 
COMPANY 


HARTFORD, 





THE TRAVELERS 


vy 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 


INDEMNITY 


COMPANY 
CONNECTICUT 








is a transaction with benefit to each 
party. There is no reason for a sales- 
man to feel nervous in the presence of 
the buyer. Except in the presence of 
the buyer, the salesman is recognized as 
probably the greatest factor in modern 
business. Fear is terribly costly. Re- 
member the things we fear are as dan- 
gerous to us as trying “to swim on the 
drawing room carpet.” Blot it out! 
“Cincinnati Agency Bulletin of the 
Mutual Benefit.” 
o * * 

To view selling life insur- 
ance as one of the most 
interesting of adventures, 
is to view it exactly as it 
is, says the Missouri State Life. It has 
all that composes a genuinely fine ad- 
venture, namely: 

Happy uncertzinty, 

Prospect of big reward in 
ways, 

Chance to test one’s higher powers, 

Opportunity to largely benefit otiiers, 

Chance to make a great reputation. 

Such lures should and do prove irre- 
sistible to hundreds of bright men, 
brother agents of yours. Who that is 
fitted for the work can fail to be in- 
spired by such inducements? 

Is it less than remarkable that any 
man fitted for the work can fail to 
devote every ounce of his power to it 


A Fine 
Adventure 


various 





surance, 


“Mutual Life’—known 








“The Oldest Company in America” 


Issued tts first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- | 
The “contribution plan” of surplus distribution, used al- | 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


| 34 Nassau Street, New York 





The Continuous Instal- 


Unexcelled policies 




















considering the boundless rewards it 
offers? 

It would seem that a man has only 
to give a very little thought to the 
possible rewards of selling lite insur- 
ance, in order to be inspired to do 
vreat things at it. 

Acquire the habit of regarding the 
work as a genuinely fine adventure and 
of thinking of its boundless rewards of 
various kinds. Your doing so will keep 
you aroused to putting forth greater 
effort—to climbing higher and higher 
in the scale of production. 





TALK TO SYRACUSE MEN 


Messrs. Fraser and Abry Tell Up-State 
Agents How They Have 
Succeeded 


agents of the Connecticut Mutual Life 
in New York and Brooklyn, recently 
addressed the joint meeting of that 
company’s Syracuse and Rochester ag- 
encies held at Syracuse. They dis- 
cussed at considerable length the sys 
tem of agency service and sales man- 
agement which has enabled them in- 
less than a year and half to take a 
$400,000 a year agency and build it up 
to a production of half a million a 
month. 

Of particular interest to the up-State 
men was Mr. Fraser’s vivid recital of 
the altogether unique closing methods 
which he and his partner have devel- 
oped in the agency. Mr. Abry’s discus- 
sion of the topic, “Training Efficient 
Salesmen and Helping Them Make More 
Money,” gave to the men present a new 
vision of the wonderful opportunities 
of the life insurance business and 
showed how scientific training means 
increased commission income for the 
agent. 


WROTE 11 APPS IN ONE DAY 





George P. Spitz, of Lincoln National, 
Finds Policyholder Who Pilots 
Him Around 





George P. Spitz, general agent of the 
Lincoln National Life, recently wrote 
eleven applications in one day. Most 
of his time is spent in the rural dis- 
tricts. He says that whenever he sells 
a policy he makes the transaction in 
such a way that it will sell another for 
him. 

“In one particular case I sold a friend 
one of our policies,” he said, “ and a 


few months later called at his home. It 
happened that he had a day off. He 
went with 
friends 
ously 

them.” 


see twelve of his 
I had previ- 
eleven of 


me to 
(none of whom 
met) and we wrote 
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Sees No Good In 
Banker Agents 


MINNEAPOLIS MAN RAPS THEM 





Says When Agent Walks Into Bank 
He is Taking a Big Chance; 
Would Retaliate 





Sharply criticizing bankers in their 
frequent capacity of insurance agents 
Harry T. Miller, former president of 
the Minneapolis Association of Life 
Underwriters addressed that  asso- 
ciation during a discussion of “Who 
Shall Have the Commission?” His re- 
marks won approval of other general 
agents present. 

“Bankers as a rule have no respect 
whatever for either you or your busi- 
ness,” said Mr. Miller. “I think it is 
quite safe for any individual, not an 
insurance agent, to step into a bank, 
transact business and come away un- 
harmed.” 

Recites Experiences 

Mr. Miller then recited some life in- 
surance operations of bankers which 
have come under his observation. One 
of them was described in this way: 

“A prominent business man applied 
for a $100,000 policy. His money was 
tied up in business and investments. 
He carried but little cash on hand. It 
was a convenience for him to ask for 
ninety days’ time on a premium of 
something like $4,000. The agent un- 
wisely accompanied the applicant to 
the bank at the time the premium loan 
was secured. The banker readily rec- 
ognized the fact that an insurance 
transaction of considerable proportions 
was being consummated, so when Mr. 
Business Man returned to his office tae 
banker ’phoned him to suggest that if 
possible he should give all, or at least 
a portion, of his business to another 
life insurance company. The business 
man took offense at the suggestion, in- 
formed the banker that he knew his 
own business, disclosed the facts to the 
agent, but would not permit the agent 
to report the name of tne bank em- 
ploye to his superior officers. This oc- 
curred in one of the prominent Min- 
neapolis banks. That bank expects us 
to favor it with our patronage.” 

Continuing, Mr. Miller said: “If you 
men and women were invited here to 
relate personal experiences of an un- 
satisfactory character with banks and 
bankers we would probably not hear 
the end of your stories in an all-day 
and all-night session, How many times 
have you entered a bank only to find 
that one, two or more bank officials 
or bank clerks had rate books and life 
insurance supplies in their desks and 
upon inquiry found that they had 
neither a life insurance contract nor 
state license? Very few bank employes 
seem to be aware of the fact that they 
violate the laws of this state if they 
receive a commission on a life insur- 
ance transaction without the protection 
of a state license. They not only vio- 
late the law by receiving such a com- 
mission, but the agent who gives it also 
violates the law by receiving such a 
commission, and subjects himself to 
fine and termination of his right to do 
business in the state. As long as the 
bankers permit employes of their insti- 
tutions to carry rate books in their 
pockets or have supplies in their desks 
or as long as they permit them to rep- 
resent life insurance companies as 
agents or otherwise, just so long will 
the ‘spy system’ continue, and just so 
long will, it be unsafe for a life insur- 
ance agent to enter a bank without the 
protection of a white mask and an iron 
collar.” 

Favors Retaliation 

That insurance agents will eventually 
retaliate against the banks is Mr. Mil- 
ler’s belief. He would not be surprised 
to see an organized effort to block a 
few bank deals, switch a few accounts 
from one bank to another. 

“It may be quite possible for the in- 


surance interests to get one bank to 
agree to clean up and then concentrate 
all their influence towards that one 
bank. Widows with insurance money 
could be directed there, the bank could 
be recommended to policy-holders and 
prospects, and whenever a check was 
given in payment of a premium and 
was drawn on a bank other than this 
one bank, the life agent would have an 
opportunity to put in a good word for 
the bank which held the confidence of 
the insurance interests and which was 
willing to give insurance men and 
women a square deal.” 


Total Production of Bank Agents 
Not Much 

As producers Mr. Miller does not 
think much of bankers. There are about 
fifty in the banks in Minneapolis. “If 
you contract with every one of them 
they will produce about $250,000 per 
annum,” Mr. Miller figures, “but it isn’t 
the amount of business they produce 
that matters, but it is the business that 
they block. In trying to prevent the sale 
of a policy in one company and switch 
it to another it frequently happens that 
the business is lost entirely. The client 
becomes disgusted, refuses to do busi- 
ness with any company, goes without 
insurance, and dies leaving his widow 
without a cent.” 

His Platform 

Mr. Miller’s platform follows: ‘“Per- 
sonally, I hope the time will come when 
part-time agents and unlicensed plug- 
gers will be absolutely eliminated from 
the business. I hope the time will come 
when every insurance agency in the 
city will be composed of at least ten or 
fifteen clean-cut whole-time salesmen 
and women. I hope the time will come 
when every company, when every gen- 
eral agent and agency manager will 
adopt iron-clad rules for the protection 
of the business and the men and women 
engaged therein,” 





NEW VALUE OF MONEY 

Bradstreet’s Index Number is quite 
generally used by statisticians to follow 
the trend of commodity prices, says 
“The Pelican.” Tt consists of the to- 
tal prices per pound of 96 articles of 
which provisions and textiles form the 
greater part. The following table shows 
the change in prices as indicated by the 
Bradstreet Price Index Number as 
given for January 1, covering the past 
sixteen years: 


—ccctists LUE OEE ETT TCC Ee $7.9885 
MUD GN SESH 64 RNie SEA O NE eS o% 8.0827 
PE es enecireiseumwewwawaween 8.3289 
PNG san cdenasd sateen swans 8.9172 
oy ET PE CT Eee 8.2040 
MIC ecto sctenalh pare gene wisn oes 8.2631 
Risch enehs oes O80. Geek eunre 9.2310 
ed Ee ee CT ree 8.8361 
shag EOE ERE CCR CTE Ce 8.9493 
onc EET OC EEE OTe 9.4935 
ait EE OCT EO ETC 8.8857 
Ek asancandewhasun we waotih 9.1431 
kh Tee ee 19.9163 
Ge ie ciacdinte es Hikes aise wie kn eae 13.7277 
hate EEO EOE 17.9639 
Ee ROTO ET OT ee 18.5573 


The above table shows that the total 
price of the ninety-six articles in this 
list increased from $7.9885, January 1, 
1904, to $18.5573 January 1, 1919, a net 
increase of 132 per cent. 

Economists differ on the question of 
future price levels. Some, and among 
them so eminent a British authority as 
Mr. Edgar Crammond, contend that the 
economic outlook, whether comfortable 
and prosperous on the one hand. or 
grievous and calamitous on the other, 
depends upon whether or no substanti- 
ally the price level at the close of the 
war or one still higher is established 
and rendered reasonably certain and 
dependable. 





CROSSES $100,000,000 MARK 
The Columbian National Life has 
crossed the $100.000.000 mark of naid 
business in force on May 31, 1919, be- 
ing a few days over sixteen vears and 
eight months in obtaining this result 
from the time it started in business. 


COURSE AT COBLENZ 





Now Teaching Life Insurance to the 
American Army of Occupation 
in Germany 





The life insurance course which has 
been so successful in France at Beaune 
University is now being installed in 
Coblenz for the American Army of Oc- 
cupation. Frank L. Jones, in charge 
of the course in Europe, was in Coblenz 
last week. 

Henry L. Rosenfeld, of the Equitable, 
who addressed the students at Beaune 
in May, writes to the company: “The 
class is composed of very high-grade of- 
ficers and men who take a deep and se- 
rious interest in the work. Of all the 
courses taught in the university life 
insurance was the only one which came 
with a whole and complete equipment 
and material.” 








More 
Power 


To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 








HOME LIFE 


INSURANCE CO. 
(Purely Mutual) 

256 BROADWAY, NEW YORK 

GEORGE E. IDE, President 


The 939 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1918, of 
which over Seven Hundred Thou- 
sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now 
Thirty-Six Million Dollars. 


_ The total insurance in force was 
increased during the year 6.6% and 
is now nearly One Hundred and 
Fifty-Nine Million Dollars, 


over 





For Agency apply te 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 

















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 

JOHN F, ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insuranee, 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 


























IN THE CENTER OF THE U. S. A. 


is located a big, vigorous, and growing in- 
stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


St. Louis, Missouri 
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EEG MTB 
JOHN B. LUNGER DEAD 


John B, Lunger, vice-president of the 
Equitable Life Assurance Society, died 
Wednesday evening of heart failure. 


APS 
COMPULSORY INVESTMENTS 

For reckless statements, 
abuse and malicious innuendo few let- 
ters have ever been written which 
equal the one sent by Samuel Unter- 
myer, New York lawyer, to the Mayor's 
Committee on Rent Profiteering in 
which he attacks life insurance com- 
panies for not investing more of their 
funds in mortgages on unencumbered 
real estate. The companies can smile 
under the abuse of a man having the 
reputation for demagoguery and muck- 
raking that is associated with Mr. Un- 
termyer’s name, but his recommenda- 
tion that the companies dispose of their 
holdings in railroad and other corpora- 
tions and make immense investments 
in the mortgages on New Yofk City 
property is more serious. 

What would happen if the companies 
began dumping millions of dollars’ 
worth of such securities on the market? 
The possibilities for panics are start- 
ling. 

Then, too, Mr. Untermyer 
oblivious to the fact that the funds of 
insurance companies are held in trust 
for policyholders not alone of this city, 
but throughout the state and the na- 
tion. It can be easily seen that policy- 
holders not residing in this city would 
object most earnestly. 

There are not many who will azgree 
with Mr. Untermyer about the dazzling 
profit in city real estate. For every 
Astor or Rhinelander estate there are 
thousands who do not have a fortunate 
experience. A large volume could be 
written about losses in office building 
properties alone. Then, too, Mr. Un- 
termyer must have a most optimistic 
view of the economic, political and 
tax situation, and hasn’t much fear that 
radical or bolshevik theories about 
realty holdings are going to prevail. 

William B. Ellison, former corpora- 
tion counsel, said this week: 


“The excessive assessment and taxa- 
tion of property within the city of 


inexcusable 


appears 


New York has made home owning and . 


home-building almost impossible; and 
is it not quite clear that a similar in- 
fluence materially retards any material 
increase in housing facilities? Is there 
much promise in the conduct of affairs 
in this city from a financial point of 
view that in any material degree adds 
to the security offered by its real 
estate? Indeed, is there anything with- 
in the facts that would prompt policy- 
holders without the city to invest the 
funds held by the insurance companies 
in trust for them in New York City 
mortgages? Good, safe, unquestionable 
securities will always produce money 
free for investment and were our con- 
ditions free from doubt there would be 
no reason for a demand for a compul- 
sory investment of trust funds.” 

When all is said and done the fact 
remains that from being lenders the in- 
surance companies are now borrowers, 
and they borrowed millions to sub 
scribe for zovernment loans. 


DR. HOFFMAN WRITES ON HEALTH 
ADMINISTRATION 

In a plan for a more effective federal 
and health administration, by 
Frederick L. Hoffman, third 
dent and statistician of The Prudential 
Insurance Company, the author makes 
the statement that most of the so-called 
health legislation, the earliest 
times to the day, 
concerned with the correction of ascer- 
tained sanitary or related imperfec- 
tions rather than with anticipatory ac- 
tion having for its purpose the preven- 


state 
vice-presi- 


from 


present has been 


tion of disease and premature death. 
Much of what is preventive medicine, 
even at the present time, is in the 


direction of prevention of further dam- 
age and harm rather than of a char- 
acter deliberately designed to preclude 
the occurrence or inception of dangers. 
Speaking of principles of health 
administration Dr. Hoffman says: 

“Under such a conception the modern 
health department would assume the 
functions of a general health adminis- 
tration concerned with all matters 
which affect the health and physical 
welfare of the people and not merely 
a function sustained almost exclusively 
by the police powers of the Federal 
Government, or the State, and limited 
in its actual operation to a compara- 
tively small, however supremely im- 
portant group of activities. 

“No plan as yet proposed by any one 
concerned with these matters” rests 
upon a new principle or set of prin- 
ciples, but, one and all, the proposals 
for changes or reforms are merely a 
modification of a thoroughly restricted 
theory of health control, conditioned 
chiefly by the principle of public quar- 
antine and the control of the person 
under the police powers when found 
to be afflicted with some contagious or 
infectious disease and the control of 
the environment in matters of obvious 
public nuisances menacing the health 
of the people in more or less clearly 
perceived directions. 

“Considering that all organized fed- 
eral and state health activities are of 
comparatively recent date, that the 
earlier boards of health were chiefly 
concerned with the temporary control 
of great epidemics, that even so ad- 
vanced a state as Massachusetts has 
had a state board of health only since 
1869, recognized in 1886, and that our 
present federal public health service 
dates only from 1902, when broader 
health activities were granted in the 
act of excluding immigrants affected 
with loathsome or dangerous disease, 
and subjecting such immigrants to med- 
ical examination, the progress that has 
been made is profoundly gratifying, 
however regrettable it may be that a 
more thoroughly worked out system, 
resting upon pew principles of personal 
and public hygiene, should not long 
since have come into existence. Yet 
it has been properly pointed out with 
reference to the state board of health 
of Massachusetts that the same was 


new 











FORREST F. 


DRYDEN 


Forrest F. Dryden, president of The 
Prudential, has turned author, and an 
unusually interesting story on life in- 
surance risks from his pen appears in 
the current issue of the “American” 
magazine. 

* * + 


Capt. Robert E. Dwyer, former well- 
known member of the Seattle insurance 
agency staff of Seeley & Co., has been 
appointed manager for the Seattle of- 
fice of Seeley & Co. (Marine). Captain 
Dwyer recently received his honorable 
discharge from the United States In- 
fantry where he served during the war 
and is returning to his old employer. 

+ + + 


Z. Leslie Hoover, who recently re- 
signed from the automobile department 
of the Great American, on account of 
ill health, is now recovering in Ches- 
ter, Pa., and will again assume his 
work in the fall. 





commanded to take ‘cognizance of the 
interests of health and life’ and that 
it was only made a secondary func- 
tion of the board to study the causes 
of disease and death. 

“As stated by Professor Whipple in 
his work on State Sanitation: ‘The or- 
der in which these subjects are named 
is not without significance. Health is 
a great issue and health is something 
more than the absence of disease. 
Health demands not only freedom from 
disease but a clean environment, com- 
fortable and enjoyable conditions of 
life, suitable food, sanitary provisions 
for work and play and for the raising 
of children,’ but health is infinitely 
more than this. Professor Whipple him- 
self was under the influence of the 
earlier conception that the functions of 
a state department of health are pri- 
marily concerned, as of course at that 
time they had to be, with the control 
of the environment in its relation to 
the present. The view, however, to be 
emphasized, and so far as practicable 
to be supported by the required evi- 
dence, maintains that the primary duty 
of the modern state is to concern itself 
with the welfare of the person and the 
successful adaptation of each to his 
environment, be that what it may; for 
the wide variations in environmental 
conditions make absolute uniformity in 
law and legislation and in rules and 
regulations on the basis of so called 
‘standards’ frequently undesirable.” 








THE HUMAN SIDE OF INSURANCE 


+ 
— 








Barnes Moss, former manager of the 
Sun Life in North China, and years ago 
a life insurance general agent in At- 
ianta, is in New York. Mr. Moss is 
foreign adviser to the Bureau of Trade 
and Industry, Shanghai. He says that 
Americans are popular in China: the 
Chinese want American industrial en- 
terprises, and have the money to pay 
for American products. He will be here 
for a fortnight. 

~ a» * 


R. H. Parker, president and manag- 


ing director of the Shanghai Life, of 
Shanghai, China, arrived in San Fran- 


cisco last week, and is visiting friends 


here. Mr. Parker, associated with 
Arthur Israel, went to China from 
America some years ago, launched the 
Shanghai Life, and they made a real 
success of the Company. 

+ * * 


W. E. Jones, official photographer of 
the Aetna affiliated companies, was a 
busy man during the third annual con 
vention of the field men of the Auto- 
mobile Insurance Company at Hartford 
last week. The pictures in the feature 
supplement, forming part of this issue 
of The Eastern Underwriter, were taken 
by him. In his work Mr. Jones has 
shown considerable genius, and he is a 
hard worker. 

- * x 


F. G. Wissemann, special agent of the 
Automobile Insurance Co. for the New 
York suburban field, in attendance at 
the third annual conference of that 
Company's field men at Hartford last 
week, precipitated an interesting dis- 
cussion on the Standard Mortgage 
Clause by putting the following ques- 
tion: “What would be the method of 
procedure where two policies were on 
the same risk containing mortgage 
clause, one with full contribution and 
cne with non-contribution clause?” Mr. 
Wissemann is always an _ interesting 
figure at these meetings. In his terri- 
tory he supervises the second largest 
number of agents of any of the Com- 
pany’s specials. 

* * 


John E. Curtis, general agent for the 
Metropolitan Department of the Phoe 
nix of London, while returning from an 
automobile trip to Canada saw in the 
Maine woods frequent signs advising 
travelers to go to the new “fireproof 
hotel” at Skowhegan. Mr. Curtis fol- 
lowed the directions, and, arriving at 
the hotel, discovered that it was a 
rather dilapidated frame building. On 
asking the owner what right he had to 
advertise it as a fireproof building, the 
native replied that as it had never 
burned he was justified in calling it 
fireproof. He can no longer claim this 
distinction, as since the visit of Mr 
Curtis the hotel has burned. 

a * * 


Oswald Kirkby, one of the directors 
of Willcox, Peck & Hughes, and also a 
director in the new Bankers and Ship 
pers Insurance Company, retained his 
title as Metropolitan Amateur Golf 
Champion by defeating A. L. Walker, 
Jr., on Saturday. The tournament was 
played at the Brooklawn Country Club, 
Bridgeport, Conn. The game was any- 
thing but a walkover for Mr. Kirkby. 
The score was 2 up and 1 to play. Mr. 
Kirkby is a member of the Englewood 
Country Club, Englewood, N. J. 

+ a * 


A. H. Bickford, of Ogdensburg, N. Y., 
who has been in the fire insurance bus- 
iness there for half a century,” will re- 
tire. He has sold his business to How- 
ard J. Dandy, son of the late John R. 
Dandy, an insurance agent, and who 
has been in the military service. 
Among other companies represented by 
Mr. Bickford are the Agricultural, Sun 
and Camden. 
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Aiding County In 
Handling Insurance 


PUBLIC SERVICE IN NEWARK 


Moffatt’s Committee Will Bring About 
Uniform Practices in Essex Coun- 
ty’s Coverage and Bookkeeping 





Insurance men are taking considera- 
ble interest in the survey of the insur- 
ance affairs of Essex County, New 
Jersey, being made under the direc- 
tion of Thomas C. Moffatt, Newark in- 


surance man. 

It seems that following the practice 
of many municipalities insurance has 
been placed with different agents and 
brokers on the various buildings owned 
by the county and this business has 
been placed without reference to serv- 
ice which would be rendered the county 
in the way of rates, forms, etc. 

Will Codify Policies 

It is the job of the insurance men to 
codify the various policies on the dif- 
ferent buildings, composed of the vari- 
ous institutions, making suggestions as 
to proper coverages should any fault 
be found with the present system, 
criticising and advising, and also to in- 
stal a system of insurance book-keep- 
ing in their offices and, in fact, to put 
it in the same condition that a large 
insurer of private property would en- 
joy. 

The County of Essex has an insurance 
fund amounting to $47,000, which fund 
assumes a portion of the liability on 
the various buildings and the insurance 
men will undoubtedly have some sug- 
gestions to make with reference to the 
placing of this liability amount, ete. 
They expect to report also on the fire 
protection and the hazards which they 
find, so that if they are reasonable and 
desirable the county will be in a po- 
sition to make better protection of the 
property belonging to it. 





SUFFOLK COUNTY DINNER 
The third annual dinner of the Suf- 
folk County Board of Fire Under- 
writers will be held at the Tidewater 
Inn, Sayville, L. L, on June 25 at noon. 
A number of company officials will at- 
tend. 





MAJOR HARRY AUSTIN RETURNS 

Major Harry Austin, who was for- 
merly state agent for the Franklin for 
Massachusetts, has returned from 
Major Austin went over about 
He was with 


France. 
a year ago as a captain. 
an engineering division. 
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Victory Fire Co.’s 
Stock Oversubscribed 


IN NEW COMPANY 


INTEREST 





President Irvin Says Fire Association 
Has Given $2,000,000 Premiums 
Yearly to Re-Insurance 





President E. C. Irvin, of the Fire As- 
sociation, states that the capital stock 
of the Victory Fire has been consider- 
ably oversubscribed by interests not 
identified with the Fire Association. 
The offers, however, are not available 
until after June 15 as the management 
voluntarily gave the stockholders of the 
Fire Association the option of purchas- 
ing Victory stock to the amount of the 
Association stock they now hold and 
allowed them until that date to make 
the investment. If all of the stock of 
the new company is not all disposed of 
in this manner, the anxiety of field men 
and local agents to become investors 
may be gratified. 

All possible statutory steps toward 
obtaining the charter prior to actual 
payments being made for the capital 
stock have been taken. President Irvin 
is receiving an avalanche of congratu- 
latory letters praising the action taken 
in securing for Philadelphia another 
stalwart fire underwriting corporation, 
locally owned and controlled, and with 
every prospect of being permanently 
prosperous. The two companies will be 
greatly favored by remarkably low 
management and operation expenses. 
Both will be conducted by the same 
executive staff and served by the same 
special and general agents and man- 
agers, the salaries and incidental ex- 
penditures being equally divided, al- 
though the companies are separate and 
distinct institutions. In a great many 
cases the,same local agency will rep- 
resent both companies. 

President Irvin says the Fire Associa- 
tion has yearly been giving away at 
least $2,000,000 in premiums, because it 
was not financially equipped to write 
the volume of business offered. This 
large excess of business will now be 
given to the Victory Fire. 





CITY CLUB OUTING 

The outing of the City Insurance 
Club at Witzel’s Grove, College Point, 
L. L, tomorrow afternoon will be the 
largest that the club has given. Base- 
ball and many other features will make 
the occasion an enjoyable event. The 
Gauvin Agency has donated $250 in a 
cash prize which will be drawn imme- 
diately after the dinner, the person 
holding the lucky number winning the 
prize. 








NIAGARA 


_ Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 

















THE AUTOMOBILE 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 
Affiliated with 


AETNA LIFE INSURANCE CO. 
ZETNA CASUALTY & SURETY CO. 














Binders Effected on Risks peiitunn tn the U. S. & Canada 
Phone John 4613 
BERNHARD INSURANCE AGENCY 


43 Cedar St., 1 Montgomery St., 
New York City Jersey City, N. J. 


Scottish Union & National Fireman’s Fund 
Atlas Assurance Co. Home Fire & Marine 





Rhode Island Insurance Co. 
Nationale of Paris 








Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 


Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 











LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: Main 6370-6371-6372 


BROOKLYN AND SUBURBAN AGENCY 


Northern Asse. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N. Y. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: John 63-64-65 
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BROKERS ACTIVITIES 





New Developments 
in Inter-Insurers 


BEST’S 1918 REPORT ISSUED 


Pert Comment on Federal Reciprocal 
Underwriters of Memphis; Ex- 
change Writing Shoe Plants 





Some interesting statements taken 
from Best's Insurance Reports for 1918, 
just issued, and referring to reciprocal 
exchanges, follow: 
Automobile Owners Inter 

Association, Seattle 

Its plan of operation is unique in that 
its premiums are based upon mileage 
rather than horse-power. The man- 
agers state that they feel justified in 
this from the fact that a risk which is 
only on the streets and driven to the 
extent of 7,500 miles a year is less sub- 
ject to loss than if it were being driven 
50,000 a year. 

Auto Owners Protective 
Kankakee, Ill. 

On January 2, 1918, a garage in 
Shelbyville, Ill., was destroyed by fire 
and twenty-two cars were burned. In 
response to an inquiry made by us the 
manager of the exchange telegrapned 
us that although its loss in that fire was 
approximately $11,000 it would be able 
to meet all of its obligations before 
March 15, 1918, without a_ special 
assessment. 

Automobile Underwriters of America, 
San Antonio, Tex. 


On December 31, 1918, the exchange 
had approximately 5,000 subscribers 
and 6,000 risks in force. 

Belt Automobile Indemnity Association, 
El Paso, Ill. 

This association is a reciprocal ex- 
change, but is transacting business 
upon a plan similar to that of a mutual 
assessment company, Maximum liabil- 
ity on any single risk is $5,000 on col- 
lision, fire or theft, and $11,000 on lia- 
bility. The business is transacted 
through local agents and each policy- 
holder must be in such financial condi- 
tion as not to assume over 10 per cent. 
of his net worth on any single risk. 

Federal Reciprocal Underwriters, 

Memphis 

During 1918 it wrote “surplus lines” 
throughout this country and in Canada 
and in numerous cases which came to 
our attention policies were issued with- 
out the signature of a power of attor- 
ney by the member. Such a power of 
attorney is the basis of such an ex- 
change as this, it being the sole author- 
ity for binding the member as an in- 
surer of the risks of the other mem- 
bers; or, in other words, it is the sole 
basis for the exchange of indemnity 
between members of such institutions. 
The management claims that since 
January, 1919, power of attorney has 
been secured from each member, but 
this does not seem to be the invariable 
rule. 

Individual Underwriters, New York 

One of the pioneer inter-insurance 
exchanges plans to enlarge its opera- 
tions without materially increasing the 
present underwriting limit per risk, so 
that ultimately it will be in a position 
to withstand any severe losses which 
might occur, without imposing any par- 
ticular hardship upon the subscribers. 
The manager points out that the ex- 
change would have to sustain nine 
times its normal losses in one year be- 
_ its cash assets would be exhaust- 
ed. 

Lumber Manufacturers’ Inter-Insurance 
Association, Chicago, formerly of New 
York 
Willcox, Peck & Hughes on April 1, 
1919, ceased to act as attorney in fact 
for this association, and the attorney- 
ship Was transferred to Lee Blakemore, 


Insurance 


Exchange, 








Inc., which acts as attorney in fact, 
also, for the Manufacturing Wood- 
workers Underwriters, Chicago. Mr. 
Blakemore is in good repute. During 
latter part of 1918 members of this 
exchange were asked to sign a new 
power-of-attorney in favor of E. B. 
Walker, who had been connected with 
Willcox, Peck & Hughes for years. Ow- 
ing to illness it became impossible for 
Mr. Walker to take up this work, and 
the advisory committee decided, in 
view of the fact that Willcox, Peck & 
Hughes had tendered their resignation 
to transfer the business to some capa- 
ble manager to operate. 

Manufacturing Wood Workers’ Un- 
derwriters, Chicago. 

This is a new inter-insurance organi- 
zation, which began business in 1909, 
and at the beginning of the year had 
363 subscribers, The exchange suffered 
a heavy loss in the Minnesota forest 
fires of October, 1918, and an assess- 
ment of 40 per cent was made upon its 
members. 

Preferred Reciprocal Fire Insurers, 
Chicago. 

This is supposed to be an_inter- 
insurance exchange which commenced 
business in January, 1916, but which 
did not receive its license from the Illi- 
nois insurance department until Janu- 
ary 7, 1918. 

United Shoe Manufacturers Recipro- 
cal Indemnity Exchange, St. Louis: 

The exchange writes fire insurance 
only, and limits its writings to sprin- 
klered shoe factories and other sprin- 
klered property in which the members 
of the. exchange are interested. 

‘Titus to Be Agent and Broker 

Melville Titus, who has resigned as 
secretary of Henry Evans, president of 
the Continental, after thirty-seven years’ 
experience expects to continue in the 
insurance business as a New York 
broker and a local agent in his home 
town of Montclair, N. J. 

+ * * 
G. Allen Robinson Returns 

G. Allen Robinson has returned from 
France and has resumed his affiliation 
with Hutchinson, Rivinus & Co. Mr. 
Robinson went to France over a year 
ago with the 78th division. 


* 6 @ 
New Philadelphia Brokers 

Certificates have been issued to these 
Philadelphia brokers by the  Phila- 
delphia Fire Underwriters’ Association: 
Lawrence F. Burke, Walter T. Johnson, 
Wm. M. Knatz, Irwin I. Margolis, Chas. 
Myers, Franklin N. Spitzer, David E. 

Triester and J. Harry Wagner. 





GEORGE GARRETT MARRIED 

George Garrett, special agent in Indi- 
ana for the Automobile Insurance Com- 
pany of Hartford, was married June 7 
in Hartford to Miss Eleanor Coates, of 
that city. Mr. Garrett used to be spe- 
cial agent for the First National Fire in 
the Middle West. 
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100 William Street 


GENERAL AGENTS 


FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburban Business 





SCHAEFER & SHEVLIN 


New York, N. Y. 


Phones John 1167, 1168 



































LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 
AND CUBA 


E. F. FLINDELL 
INSURANCE 





1 LIBERTY STREET 


Telephone John 2612 


NEW YORK 


LOCAL OFFICES 


JERSEY CITY, N. J. 
Montgomery St. 
Tel. 216 Montgomery 














BROOKLYN, N. Y. 
153 Remsen St. 
Tel. 2504 Main 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 




















National Liberty 


INSURANCE COMPANY 
OF AMERICA ., 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 





Statement, January 1, 1919 
Cash Capital ........$1,000,000.00 


eee dxteceneonle 9,609,646.00 
Liabilities, including 

COPIA csc cees coos Cgplh 228.11 
Net Surplus ....... . 2,395,417.89 
Surplus to Policy 

Holders ........ -+ + 8,895,417.89 


HEAD OFFICE 
62 WILLIAM STREET, NEW YORE 

















THE HANOVER 


FIRE INSURANCE COMPANY 
Incorporated 1652 


The real strength of an insurance com- 
Pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 


E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 








Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 

















PHILADELPHIA 








ADEQUATE | 
FACILITIES 


ALL LINES 





CLARENCE A. KROUSE & CO. 
LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERVICE 


ALL LINES 











PENNSYLVANIA 


NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 













































